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In the context of global economic integration, the international free trade trend is
clear. Our economy moves into a deep adjustment. With China (Shanghai) Pilot
Free Trade Zone was formally established in 2013, B2G2C type of cross-border
e-commerce has become the focus of a pilot implementation of the current
direction and is followed by the international situation of important initiatives.
Seize the opportunity, innovation is the driving force for sustainable development
of enterprises. U company as an industry benchmark for companies in the current
market has been facing business problems. The optimization of sales business
process of U Company should be done imminent.With the sales business process
optimization of U Company as the research object, this paper analyzesthe
problems and give sales business process optimization by the actual situation of
cross-border B2G2C type E-commerce. Research programs in this article may
lead to lower business costs, optimize commodity prices, improve customer
satisfaction, enhance the effect of the competitiveness of enterprises.
The first chapter introduces the background, the reason of choosing this study
subject, the main content, research methods and so on. The second
chapterdescribes the definition and development of e-commerce, business
models, process optimization theory and provides theoretical foundation for the
solutions of existing problems and optimization of sales process of U
Company.Chapter Three analyzes U Company's existing sales process problems
and the relevant causes and points out four major issues that aresales growth
bottleneck, optimization difficulties of import clearance process cost, yearly
domestic logistics price rising, and nationwide store and storage rental charge
rising.  Chapter Four comes up with detailed design plan for sales process
optimization. The plan is to optimize the import process by B2G2C cross-border













border e-commerce monitoring information docking and building O2O offline
stores, full scale operation of company re-organization, employee training and
market promotion will be realized. Chapter Five explains the benefits of process
optimizationfrom three aspects, which arereduction of store and storage rental
costs as well as logistics costs, reduction of some imported goods prices and the
improvement of customer satisfaction. Chapter Six concludes the main
standpoints of the paper, indicates the insufficient parts and conducts future
research directions. All six chapters together reach the goal of reducing costs,
optimizing pricing, improving customer satisfaction and enhancingcompany’s
competitiveness step by step.Meanwhile, the paper also combination
implementation of national policies for business process optimization on the
B2G2C type of cross-border e-commerce business has certain reference value.
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